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Close  attention  to  the  needs  of  customers. 

Upgraded  services  that  included  on-line  capabilities. 

A  variety  of  services  that  increased  the  revenue  per  customer.  The 
additional  services  included  ATM  and  POS  networks,  PC's  at  customer 
locations  to  provide  electronic  reporting  or  cash  management  services  and 
asset/liability  modeling. 

Not  all  the  firms  who  were  identified  as  possible  candidates  may  be  willing  to 
be  acquired.  This  topic  was  not  introduced  during  interviews. 

MARKETPLACE  ANALYSIS 

Reduced  Number  of  Independent  Processors 

Acquisition  of  Independents 

INPUT  contacted  over  70  firms  in  our  CAMP  directory  that  had  once  been 
independent  processors.  During  the  last  one  to  two  years,  many  of  these  firms 
had  been  acquired  by  large  processing  companies  or  left  the  processing 
business.  The  firms  that  left  the  processing  business  had  usually  continued  to 
offer  other  computing  services  such  as  software  packages  or  turnkey  systems. 

When  processing  firms  are  acquired  by  large  companies,  they  still  might  be 
acquisition  candidates  depending  on  the  time  period  that  has  elapsed  since 
acquisition  and  current  business  strategies  of  the  acquiror.  Firms  with  a  large 
volume  of  processing  have  recently  thought  of  divesting  some  or  all  of  their 
processing  business.  EDS  recently  sold  processing  business  in  Oklahoma  to  a 
smaller  firm. 

Customers  Who  Have  Moved  In-House 

Many  customers  of  processing  services  have  moved  their  processing  in-house. 
The  availability  of  lower  cost  computers  and  software  packages  to  handle 
many  banking  tasks  have  increased  the  movement  in-house  during  the  last  two 
years. 

Despite  this  movement,  processing  work  has  not  contracted,  possibly  because 
there  are  new  applications  being  performed  for  customers  and  customer 
volume  for  same  older  applications  has  increased. 


Types  of  Acquisition  Opportunities 


The  types  of  acquisition  opportunities  that  have  been  identified  include  firms 
with: 

A  volume  of  business  over  $3  million  annually. ...$  VOL  (code  to  be  used  in 
a  table  in  Section  III  A). 

Profitable  business.... PROF. 

Upgraded  applications  for  retail  banking. ...UPGRAD. 

The  use  of  PC's  on  customer  premises  for  reporting  and  processing 
functions. ...PC. 

Other  capabilities  that  would  be  sold  to  processing  clients  including 
pricing  services,  the  ability  to  handle  ATM  networks  and  processing  to 
support  asset  liability  models  or  customer  profitability 
calculations. ...OTHER. 

A  location  in  or  near  Chicago... CHI. 


Firms  that  were  selected  had  one  or  more  of  the  above  characteristics.  A 
table  in  Section  lll-A  will  list  the  characteristics  of  each  firm  that  has  been 
identified. 
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https://arcliive.org/details/03319YCH2xx84AcquisitionS 


Next  Step 


INPUT  would  recommend  that  a  more  extensive  study  be  made  of  the 
capabilities  of  the  companies  that  have  been  mentioned. 

Additional  firms  that  have  come  to  our  attention  in  the  last  few  days  which 
should  be  investigated  as  well. 

The  characteristics  of  interest  could  be  defined  in  two  ways: 

A  survey  of  major  bank  processors  could  be  made  to  determine  what  these 
firms  now  feel  is  important  for  a  successful  bank  processing  service. 

An  analysis  of  current  bank  processing  could  be  made  to  determine  what 
mix  of  services  and  capabilities,  marketing  strategy  and  other  factors  is 
utilized  by  successful  firms. 

The  next  step  could  be  initiated  as  Phase  II  of  this  project  or  as  an  additional 
task  that  First  of  Chicago  and  INPUT  can  define  at  this  time. 


ACQUISITION  CANDIDATES 

COMPANY  NAME: 

LOCATION: 

CONTACT: 

PHONE  NUMBER: 

■■■■■■     I         ■  ^ 
ANNUAL  GROSS: 

PROFITABILITY: 

PERCENT  OF  GROSS  IN  BANKING: 
OTHER  BUSINESS: 

TYPE  OF  BANKING  SERVICE: 

STRENGTHS  OR  FEATURES: 

BANKS  SERVED: 
NUMBER,  TYPE,  SIZE: 

EQUIPMENT: 

NUMBER  OF  PEOPLE: 
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^BREAKEVEN  DUE  TO  INVESTMENT    IN  SOFTWARE 


COMPANY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


.Jones  ho  ro^  ^ri-^' 

Prcs 


ANNUAL  GROSS: 
PROFITABILITY: 


PERCENT  OF  GROSS  IN  BANKING: 


OTHER  BUSINESS: 


lO  1. 


Pi 


TYPE  OF  BANKING  SERVICE: 


STRENGTHS  OR  FEATURES: 


BANKS  SERVED: 


NUMBER,  TYPE,  SIZE: 


^      C 0      ry\c  r  c  I  £>■  i 


EQUIPMENT: 


NUMBER  OF  PEOPLE: 


OTHER: 


COMPANY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


512.     -vs-s- ■5l'7c» 


ANNUAL  CROSS: 
PROFITABILITY: 


PERCENT  OF  GROSS  IN  BANKING:        ?  ^'  "^'^  " 


OTHER  BUSINESS: 


/  —  / 


TYPE  OF  BANKING  SERVICE:        /^^Ta'i  I   L  c>^^k\ ^ a  p pi  i  c  ^^-^^        ^  i:Kr'l \^ 


STRENGTHS  OR  FEATURES:        f?(>  f>ro  yV/^^/^^^ 


/  / 


BANKS  SERVED: 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT: 


NUMBER  OF  PEOPLE: 


^-r-i    II—  r->  . 


r-  C 


'>w  vjr  O  I 1   1   I       I  N    \^ I  N  L_/  I  L_/ /— i  1  1  J 


COMPANY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


Cr 


ANNUAL  GROSS: 


PROFITABILITY: 


PERCENT  OF  GROSS  IN  BANKING: 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE':     "    /^c-T^'/^  J)^^k  a    p  I  >  c^-^>o 


STRENGTHS  OR  FEATURES: 


BANKS  SERVED: 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT: 


-7'    ^~  Co 


5^  UA. 


NUMBER  OF  PEOPLE: 


COMPANY  NAME:         Qa^  -"^  ^ 

LOCATION:  i<ccH^^^^(P^^  /  Ok\o 


CONTACT:  l^'i  t^^orf'i^  . 

PHONE  NUMBER:  9:^^      ^.  c- ^  0 

ANNUAL  GROSS:   '  O'/cr-    4  I  ^>^\'>  1 1 1'o  r\ 

PROFITABILITY:  '^""^ 
PERCENT  OF  GROSS  IN  BANKING:       ■  }  0  0  -y  >■ 
OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE:     ~     f^^^tal  !  U 


STRENGTHS  OR  FEATURES:  O^^-l  :  ac-  1 


BANKS  SERVED:  ^  Cov^'^^^- 


NUMBER,  TYPE,  SIZE: 


EQUIPMEN" 


NUMBER  OF  PEOPLE:  '  10 


COMPANY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


111  2L2-t7u 


ANNUAL  GROSS:        Ov/^r    $  5*       1  / /'o-^ 


PROFITABILITY: 


PERCENT  OF  GROSS  IN  BANKING: 


I  0  0  It 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE: 


/pi  ft:U)  I     ^  c^V  n  /r  /'  An         ppJi  c  o 


STRENGTHS  OR  FEATURES: 


BANKS  SERVED: 
NUMBER,  TYPE,  SIZE: 


EQUIPMEN" 


NUMBER  OF  PEOPLE: 


OTHER: 


ACQUISITION  CANDIDATES 


COMPANY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


Crifi'jei^S      f- 1  t*)(pir\C  lo^^  Corp 


ANNUAL  GROSS: 


$   <S   /v>  /"/'/'  o  (^e.  s  ft  t'^-^  ck'tfi.  ) 


PROFITABILITY: 


^  c  5 


PERCENT  OF  GROSS  IN  BANKING: 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE:     ^      =    /^t^;/    U^^/.q     }^chc('r.y  r^o^^c^J 


STRENGTHS  OR  FEATURES: 


Pi^'S      ^'V/  f^'^r  a  educed 


BANKS  SERVED: 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT: 


NUMBER  OF  PEOPLE: 


■?  1 


?7 


COMPANY  N'AV.E;        Co  n  i^^E.  f<^  ^  ^  ^    K C 6 u /s d  C  £ 


LOCATION: 


CONTACT: 


f\l    S(^ku<.fcr^  ?rc< 


PHONE  NUMBER: 


•3)'^       3  5-7  ''^^'^ 


ANNUAL  GROSS: 


3  jl(^0,  ooo 


PROFITABILITY: 


I 


PERCENT  OF  GROSS  IN  BANKING:^ 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE: 


M0  5t-/^    rctcr.;!  bc^nKin^  ^jjy^liV^"^'^*^^ 


f  ■  f  rf 

STRENGTHS  OR  features":'       H^^^  \^ j:>^ ra  r.c       1     1 1 
St/j^^Or-T      c  '  ^     <5\"^  Corpora 


BANKS  SERVED: 


NUMBER,  TYPE,  SIZE: 


3  5-    I  Ks5t*it'. 


fr,a.',C  CO 


EQUIPMENT: 


NUMBER  OF  PEOPLE: 


n  \ 


CO.V.PAKY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


ANNUAL  GROSS: 


PROFITABILITY: 


y/o/^clc  1 1    Ho  //}  c^a  i^i  ;    Pre  s 


PERCENT  OF  GROSS  IN  BANKING:  ■ 


9  ^ 


OTHER  BUSINESS: - 


TYPE  OF  BANKING  SERVICE: 


STRENGTHS  OR  FEATURES:''  cPaO-/;^<i.    .  .  /I  nttu^or  K  S<^r^ice 

BANKS  SERVED:  ^       •  ,  •  /-7<r-n  r^'Di^.^ 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT: 


NUMiBER  OF  PEOPLE:  '         f  ^   p^  c-p/i 


COMPANY  NAME: 


LOCATION: 


C  ^  I  r  'i 


CONTACT: 


PHONE  NUMBER: 


ANNUAL  GROSS: 


PROFITABILITY: 


PERCENT  OF  GROSS  IN  BANKING: 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE: 


5  1;^  S 


STRENGTHS  OR  FEATURES: 


PC's  cu^^tC'-.-f r-i,    ^'^-^  rcf^orti 

.  O'  ^C'^'  r  {/  n  r  i    £j    t^o  p(  c-l  ^ 


/ 


BANKS  SERVED: 


3  - 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT: 


NUMBER  OF  PEOPLE: 


OTHER: 


COMPANY  NAME: 
LOCATION: 
CONTACT: 
PHONE  NUMBER: 


i 


L     9      :i  <  5-/ 


ANNUAL  GROSS: 


PROFITABILITY: 


$  S^O  0  ,  0  0  0 


PERCENT  OF  GROSS  IN'BANKING: 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE: 


STRENGTHS  OR  FEATURES: 


BANKS  SERVED: 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT: 


NUMBER  OF  PEOPLE: 


COMPANY  NAME: 


Ci?^t..-.c>."t  Cc^v^p'jicr   Ser^Ue^  Ul 


LOCATION:  £i\c^\t^ot  d  ^  Col- 


C  s p<j    c-f  hen 


CONTACT: 


Pc^fcr    Uc,      pre  S 


PHONE  NUMBER: 


1o3     11  \  ^ObO 


ANNUAL  GROSS: 


PROFITABILITY: 


PERCENT  OF  GROSS  IN  BANKING:        AIv-^t  kc^lr 


OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE:  J^cto.i  >     hanK'i^<^   a  ff  ^( '^^'^^  <^  ' 


STRENGTHS  OR  FEATURES: 


BANKS  SERVED: 


/5"7  S^yhMj5    A^i^  Uc^.r,S 


NUMBER,  TYPE,  SIZE: 


EQUIPMiENT: 


2  |3u^rol'^r^^^6-      :it  Ob 

7  ^  0  y 


2. 


NUMBER  OF  PEOPLE: 


OTHER: 


COMPANY  NAME:  CTS   "Se       c  c       (^c  ■ 

LOCATION:  Dalia^.,  Tc^c^i 

CONTACT:  Ca^l    V^a^c   ,    -f-ori^cr  prc^, 

PHONE  NUMBER:    .  >l.>H^3'7--53^^ 

ANNUAL  GROSS:  i  3  K-illlOK 

PROFITABILITY:  .       ^^'^  _  . 

PERCENT  OF  GROSS  IN  BANKING:       ■   3  C^^^a 

OTHER  BUSINESS:  '    r  ' 

TYPE  OF  BANKING  SERVICE*:     "    ...  '  /  \\ 

•     .      •  V\odc\s    ,   a^<l^tr(^-<\-  ^.kcic^o.ic  ayf^liccu'^^ 


STRENGTHS  OR  FEATURES: 


BANKS  SERVED:  ^  On^       nc  >  ^  I ^  l.^r^zr- 

« 

NUMBER,  TYPE,  SIZE: 


EQUIPMENT:  a     Ucr,t^y,^cl\     D^cJ    2  7 


NUMBER  OF  PEOPLE:  ' 


7^ 


COMPANY  NAME:  5^'>-^'1m'■^  ^M^nX 

LOCATION:  .        •  WcK-^rsc   ^    T,-^  . 

CONTACT:  j;/.^     R:.^^-^   ,   A^i"'  ^-^ 

PHONE  NUMBER:  21^      "^^f  ULl 

ANNUAL  GROSS:  .    S- 0   ,  (.  C  ^ 

PROFITABILITY:  ■       Vc  £ 

PERCENT  OF  GROSS  IN  BANKING:        iD  " 
OTHER  BUSINESS: 

TYPE  OF  BANKING  SERVICE:     '      •         Rtt^W    h^.^\<'r^c,  o.r, 

STRENGTHS  OR  FEATURES: 

BANKS  SERVED: 
NUMBER,  TYPE,  SIZE: 

EQUIPMENT: 

NUMBER  OF  PEOPLE: 

OTHER: 


^  ■  /    t>  5"p  i>  Vrt    To     S      u  &C       c  <■  .j 


COMPANY  NAME:  ^-i  i:'-^  wc^ o  l^^<^' 

LOCATION:  RccHr^^^'^(^■  y  Or.'O 

CONTACT: 

PHONE  NUMBER:  2.  |         9  2         q  D 

ANNUAL  GROSS:  C>'/cr    4  !Kv^;/^on 

PROFITABILITY: 

PERCENT  OF  GROSS  IN  BANKING:         /  D 
OTHER  BUSINESS: 


TYPE  OF  BANKING  SERVICE: 


STRENGTHS  OR  FEATURES:  O-n-  l      c-    i  n^  u  '/  rt-j 


BANKS  SERVED:  ^       o  v-v- c ;  p  _  = 


NUMBER,  TYPE,  SIZE: 


EQUIPMENT:  iz^ur^cjr,  r- - 


NUMBER  OF  PEOPLE:        2  0 


